2004 Medical Devices Technology Leadership of the Year AWard 


Award Recipient: Align Technology, Inc. 

Written by: Katherine Austin * 
Award Description 

Frost & Sullivan's, Technology Leadership of the Year Award is bestowed upon the ■ 
company that has pioneered the deveiopment and Introduction of an Innovative: 
technology Into the market; a technology th^t has either Impacted or has the 
potential to impact several market sectors. This award recognizes a company's 
successful technology development that is expected to bring significant contributions- 
to the industry in terms of adoption, change, and competitive posture, it also 
recognizes the leadership of the company In the successful promotion of the 
technology and its continuing impact in technology commercialization. 

Research Methodology 

To choose the award recipient, Frosf & Sullivan's analyst team tracks technology 
innovation in key hi-tech markets. The selection process fndudes primary participant 
interviews and extensive primary and secondary research via the bottom-up 
approach. The analyst team shortlists candidates won the basis of a set of qualitative 
and quantitative measurements. The analyst also considers the pace of technology 
innovation, the potential relevance or significance of the technblogy to the Overall 
industry. The ultimate award recipient is chosen after a thorough evaluation of this 
research. 

Measurement Criteria 

In addition of the methodology described above, there are specific criteria used to 
determine the final rankings. The recipient of this award has excelled based on one 
or more of the following criteria: 

• Significance of the technology in the industry 

• Competitive advantage of technology vis-a-vis competing ones 

• Potential of technology to become an industry .standard or degree of acceptance 
in the market place 

• Breadth of intellectual property ownership 

• Recognition by Industry participants as to the leadership of a company In this 
technology 

• Impact of technology in terms of shifting R&D focus 

• Degree of technology adoption in industry product lines or strategies 

Award Recipient: Align Technology, Inc. 

The Frost & Sullivan 2004 Medical Devices Technology Leadership of the Year Award 
has been bestowed upon Align Technology, Inc. in recognition of the company's 
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technology leadership and Innovation, both In product development and irt new 
rapid-manufacturing processes In the field of dentistry and orthodontia. 

Align .tech has developed the invisalign" system for orthodontics. Because It does 
not rely on the use of cemented metal or ceramic brackets and wirfcs, Invisalign 
significantly reduces the aesthetic and other limitations associated with standard 
braces. Instead, Invisalign uses dear plastic Spacers to move teeth into alignment. 
Statistics have shown that up to 80 6 /o of patients needing orthodontia can be treated 
with the system. It is especially helpful for adults wha might otherwise avoid braces 
for cpsmetlc reasons. 

Invisalign has two primary components: a computerized component called' 
XllnCheck", and "Aligners" that actually move the teeth Inta proper formation, 
ClinCheck is an Internet-based application that allows orthodontists to simulate 
treatment in three dimensions by modeling two-week stages of tooth movement. The 
Aligners are thin, clear, removable dental appliances that correspond to each stage 
of the simulation. Each Aligner is custom made for the Individual patient, and is worn 
over the teeth for two weeks before being replaced by the next in the series, until 
treatment is complete. The aligners can be removed for eating, brushing, and 
flossing, which increases patient comfort and also keeps the teeth cleaner and less 
prone to cavities than standard braces. 

During a patient's initial consultation, the orthodontist or dentist makes impressions 
of their teeth, takes X-rays, and creates a treatment plan. These are then sent to 
Allgn's U.S. laboratory, where computer imaging transforms them Into a highly 
accurate 3-D digftal image of the teeth. This Image Is then manipulated to create 
images for the intermediate stages needed to gradually move the teeth to their 
desired final position. Using the Internet, the doctor reviews the patient's CllnCheck 
file, and, if necessary, adjustments to the depicted plan are made. 

Finally, the system uses proprietary software (developed with Raindrop Geomagic, 
Inc.) to build a set of models that reflect each stage of the treatment plan. A 
tustomfzed set of aligners is made from these models and sent to the doctor. 
Align has become one of the largest mass manufacturers of a custom product In the 
world, with approximately 100,000 consumers in treatment Because each patient's 
teeth are different from all othent, the company uses a cutting-edge, high-volume, 
customized manufacturing process to produce the Individual Aligners. The Invisalign 
system uses 3D scanning hardware, automatic surfacing software, 3D animation 
programs, and rapid stereolithographlc manufacturing systems. 

Over 70% of all U.S. orthodontists are certified to treat patients with Invisalign. 
Another difference between Invisalign and standard braces Is that the Aligners can 
be installed and followed by general-practitioner dentists as well as orthodontists, 
which should further increase both patient access and the company's market share. 
A conservative estimate for the orthodontics market is around $10 billion per year in 
the US alone. In April 2002, the San Jose Mercury News ranked Align the number 
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one fastest-growing company In Silicon Valley. Revenues for 2003 were over $120 
million, an increase of almost 100% over the previous year. These numbers are 
Indicative of the popularity of Invisalign and demonstrate the rapidly growing 
demand for this product. 

Because the company has created an entirely new concept for a- well-established 
product technology (I.e., orthodontia); and because it has been on the cutting edge 
in developing rapid-manufacturing technology for customized products, Align 
Technology has been recognized with the Frost & Sullivan Award for Medical Devices 
Technology Leadership of the Yean 
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About Frost- 6c Sullivan: 

Frost ft Sullivan provides world-class market consulting on emerging high technology 
and industrial markets. Now wed into its fourth decade. Frost A SuMven has woo a 
worldwide reputation for high-quality growth <oeiuk)n| md training In mora than 20 
major IndustrUs, a third-party Independent growth and marketing 'consulting firm.. 
Frost A SuIKvjo presents unbiased, concluifve Information from market leid.era and 
service/solution provider*. 

Frost ft Sullivan's Executive Summits dMiion wis launched in the 1970s. Frost ft 
Sullivan Executive Summits provide sensor-level management executives with Insights* 
Into market opportunities* competitive threats, technical trends, emerging markets, and 
compethhre strategies. 'Frost A Sullivan continues to provide participants with unique, 
strategic content, competitive benchmarking. Indus tr 7 locus, and the opportunity to 
network with other hey Industry executives. 

Executive Summit Overview: 

For close to a decade frost A Sul5v*n. the world's premier healthcare and Die sciences 
growth consulting firm, has delivered Executive Summits for the medical device Industry. 
We recognise the viol need for a forum that addresses the global environment In which 
medical device companies now operate. Now In ha mnth year. Medkal Device 2 004. is a 
uniquely Interactive forum for companies going global and seeking an International market 
niche. It is an annual community, of powerhouse Industry leaders assembling to confront 
shared challenges and explore global opportunities. The groundbreaking format propels 
. networking to anew level, maxiinf set poileniation of Mess among Industry cross-sections, 
and delivers concrete value to your business. 

Sunday: A relaxed and fun-TOIed day for networking. Including Tour.Toast and Taste of Napa 
VaBey and a Networking Reception. 

Momf ay: Interactive workshops bring industry executives together fo te/o In on key thai* 
tenges in Global Co to Market Strategic*, leading solution providers lead the workshops, 
and roundtabla discussions enable participants to dearly define Che challenges they seek 
to have addressed by workshop leaders and their peers. 

Tucsdoy ond Wednesday; AB participants unite for general session keynotes. Superpower 
pari d, Mover and Shaker LKcI Interview, and executive Insights deltvering compelling indus- 
try thought leadership. Interactive dtinkunks. roundcables.. Crossfirca, and Ask the 
Experts! Panels guarantee you networking time with' your peers to brainstorm hot indus- 
try trends and driver*. 

TWirftrr: Find out what to do with al that customer data you. have been collecting In an 
Intend v« Executive Exchange on Driving Deduon-making using CRM Sales and Marketing 
Analytics. 


Who Will Attend: 

Executives concerned with the performance of medical device companies Including: 

■ CEOs, president, vke presidents, and directors 

■ Marketing management 

. Corporate strategy professionals 
tt Finance and operations executives 

■ Mcdkal direCtora 

■ Research and development" executives 

■ Product management 

■ Sales management 
Regulatory affairs professionals 

■ Venture capital and o titer investment firms 
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Sunda y 

March 21, 2004 

Tour Toast and Taste of Napa Valley 


tri*t plenty of butlnut cards ond bt prtpartd to tthx ond mote new conrara 
end ntw fritadt o* a day dt*ettd to deS fitting off of four senses/ 


IO:QOamr Executive Coach Bus Departs Hotel for the 
Napa Valley 


You and your ' peers will spen<J a- relaxing <!»y exploring 
California treasures like Beringer Vineyards, the oldest contin- 
uously operating winery In Napa Valley, and the historic 
tnglenook chateau that Is now home to the Niebaum-C'oppofa 
Estate. Whether you'rt a novice of an accomplished wine con- 
noisseur this everit will ert certain and* educate. And while you 
enjoy yourself, meet Interesting people in your Industry, deveN 
op new contacts, and make new ff lends.- 
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Hosted by: 


9 


PARAGON 

INNOVATIONS 


1:00pm Winery Tour with Wine & Cheese Party 

Gift of a bottle of Napa Valley Wine to all Tour Taste & Toast 
participants Compliments of: 


^Chesageake 


Magnificent Napa Valley vistas are the backdrop for this Unique 
and casual networking event. Visit historical vineyards such as 
the Robert Mondavi Winery, and forge new relationships while 
"following the grape" from vine to cellar- 


7:30pm Executive Forurp Networking Dinner In 
San Francisco 


Hosted by: 


Ohce the sun sets- on a glorious 'day In the wine country, enjoy 
renowned San Francisco cuisine at our networking dinner. Sit 
back, relax and reflect upon the day with all of the new friends 
you made, You'll quickly And that at a Frost & Sullivan Executive 
Summit, our participants /eel a sense of community that they 
take back to the office. So come be a part of our community 
and take home more than {ust a bottle or two of great wine. 
Hope you'll fom us on what promises to be an outstanding net- 
working opportunity. 
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March 22, 2004 


Monday Executive Forum; Global Go (0 Market 
Strategies: Develop, Launch, Deliver 

8:00am Registration. Continental Breakfast, and. Exhibition 


t:45am Welcome and Ov«rvi«w 


1:00am Roundtabte DUtunloKi: Solutions Co Your Global Co to Market 
Challenge* 

Set the sate for the day in thTs interactive session wfeh your woriohop leaders and 
peers by deftfttngyour specific need's and objectives. 




Interactive 


2:00pm Achieving Faat, Morn Reliable, and More Profitable Product 
Launches 

Ed Hrll 

Mndpof 

Chesap e ake Consulting, Inc. 

A successful product bunch begins wkh the right idea, doesn't stop until due prod- 
vet fa generating profits, and feouirej eeanperiect choreography of Internal and 
extents! resources On. wrong step, and your product hunch can be delayed by 
weeks or months, giving your competition die opportunity to grab the market share 
you were targeting. In this workshop, w* wfll explore what it uxai to choreograph' 
the new product hunch for. success. Through a faclEtatcd discussion, brainstorming 
and hands-on sxercbe*. we* will Identify what works, what doesn't, end why. Be pre- 
pared to catcc practical Ideas to Implement {mmedbteJy for Improved results. 

* What are the real constraints to achieving successful product hunches f 

* Her* do we as top managers get in the waytWhat beliefs and* ootid u arc 
we using that actually Impede our orranlxadom' abrfhy tb achieve suc- 
cessful product hunches? 

■ What can we do about It? 


JsOOpm Refreshment, Networking, and Exhibition Break 


lOJOa/n Networking and Refreshment Break 


11:00am In the Real World 

Executive experiences and ihooghdeadenhip From a colleague and peer e 
development cycles. 


Interactive 


1 1 (30 am Accelerating the Product Development Cycle 
Walter Herbst 
Chairmen f FoUttdJnf Pom*/ 
Heroic, Laxar. Bell 

Jeffrey A. DuBois. Ph.D. 

Wee President, Bo&nezx OmJopment 


The chsilenge to-tnedJcal device companies today b to Increase sales through in no- 
vxuon white optimbinr, R&D and manufacturing. The ablScy cd accelerate RAO and 
get more of the right products Into the market more rapidly has been a major chal- 
lenge. This workshop b based on continuous studies culminating In a proven process 
thit it- supported by case histories. The principal case study wfB demonstrate how a 
product progressed from breadboard to a released product in I • months. 

Recognition of corporate cultures in homogeneous organization* 

■ OEM market dynamics 

■ Process for success - experience/skills- required 

■ Case study 

■ Outsourcing as *.strete:gy 


?2:)0pm Networking Luncheon Featuring Speaker**! oated Roundtablea 


I J Opm In the Real World 

Drawing from company example*. Bill Waddns, PresJdenuThe Marena Croup Inc. win 
•hare Insight on the process of debvery. the Anal sage of an effective Go To Market 
strategy. 


4:00pm Getting the Biggest Return on Your Product Launch Investment 

. Chris t!i}e Clcvenger 
Wee President- WJrfe Tech Inttmtry 
SAP America. Inc. 
Pete Bustey 

Me&ef Technology Industry I coder 
SAP America, Inc. 

Bringing a new medical device to market requires a major commitment of corporate 
resources. How can you tnaximite the return on these Investments? Internal bar-, 
riera often botate product; development and bunch activities from the rest of the 
business. This separation contribute* to bunch debyt, Increased production costs, 
and poor poxt-»Ui customer service. Tcchnotogy-bxsed soludoni can.hdp r/nch ro- 
otle product deveJopment and bunch with the downstream product tUecytJo, ad the 
. way out to the customer. This workshop wiO explore how this approach win excel* 
erace dme.to-marlcet, improve operational efficiency, and maximize revenue streams'. 
You wfll create a technology adoption roadmap' and take home praedcat Heat to 
k she results of new product bunches. 

Use collaborative design and tourdng to be first to market at the right 
cost 

Smooth the transition from design to production and post-sales service 
Accurately match supply and demand while hitting deSvery targets 
Reach your bunch target* with customised product and service offerings 


5:00pm Executive forum Con dude a 


"The medical device field Is a broad waterfront; however. 
Prose & Sullivan always manages to put together an outstand- 
ing program that appeals to everyone's Interests. 
Notvvithjtanding the top-notch presenters, the networking 
amongst peers h always enlightening." 
-Jerry McLaughlin, President & CEO, CompuMed. Inc. 
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interactive. 


Tuesda y 


March 23, 2004 


jfcOOam Registration, Continental Breakfast, end Exhibition 


IriSem 'Welcome, Icebreaker, end introduction 


Keynote 


"»;00am Crtidnj a Ctis-fomer Centric Competitive Advantage 

Richer* Atkin, 
PrctUc* c*4 CIO 
Spaccbbs Medkal 

Healthcare has many challenges today, resulting in B drive (or a faster; cheaper betur. 
At i urn when compedUen and cost prenunt* ire highest, medical device compa> 
nles hivt to make a strategic choice on how they respond to these challenges. 
Drawing from Mi experience with Spacebjbs.Rlcrurd Aikin wrP Wujiract how Invest- 
ing In cuxtomtr Ihtcning 'hat proven to be a winning strategy enabling (hi*, midsized 
mtdicaJ technolojr company to successfully compete with much larger competitor*. 

■ "Customer First* at the core sc/ategy for a sustainable and vhble business 

■ Customer Listening starts with vahici and beEefs 

■ Item how to implement the necessary culture changes tq develop a pas- 
sion for Customer Listening 

B Sea the benefits achieved, lessons learned and pitta Ds to avoid 


IntenwUve 


fceSam Superpower Panel; Propelling Breakthrough Technology 

A distinguished panel examines key technology Issues, In duding fostering innovation; 
visibility of Innovation to upper management: creating business end financial models 
.for early stage new concepts; sepa noon of new technology development from new 
product development: and market penetration mod eh for * i break-fa'*iechi\ology. 


PANELISTS INCLUDE: 
Jim Welch 
Olic/Tiecnjiobgy Officer 
Welch Allyn. Inc. 

Fred Colen 

Senior Vice rVwidr nl end Ol<e/ 
Tecfwofofy Officer 
Boston Scientific 

Lonnle M. Smith 

rVesIdem end CVef Ertcuihe O/pcer 

Incwldwe Surgical 


10:45am Refreshment end Networking Break 


Rodney J.WMIiams 
President 
Andromed 

David H. Sheehan 
Pnuitm end CtO 
Di fired 


Fxr.ru Live Bulletin 


I III Sam Going Clobal 

Successful global companies understand what their core capahtuties nurture 
them throughout the organization, and transfer those shifts on shore notice into new 
markets around the world. Easier said than done. Investors In today**/ market are 
often hoc wiling to watt for markets to develop. Medical device companies must 
make the greatest possible use of local resources, contacts and market knowledge In 
order to penetrate the market as rapidly as Investors require. MrX wfB provide a 
first-person account of market entry success strategies and pitfalls to avoid. 

■ Market prioritization and focus 

B SWAT approach to local market development 

ft? .Global product, fool marketing and sales, management structures 

■ Produce attributes and flexible entry strategies depending on focal market 


12-£0gm Solutions Wheel 

Participants wiQ have the opportunity to join a scries of rapid-fire, ona-on-on* meet- 
trigs widi leading vendors In the market. Play the "wheel* to gain a first-hand compare 
stive evaluation of sdlutlons available In the market today, 

1230pm Networking Luncheon Featuring Speaker-hosted Roondtahle* 

Interactive. 


ItJOpm Concurrent ThlnkTank 

Join us for these suuetured Interactive bramsaormsng' sessions tarikpted by Industry: 
experts. This Is your opportunity to get together with your peers to engage> proUem- 
sorring common challenges. Select one of the following eJUnlceanks frTI»TT3^TTJ*c 

TTI «. H*hy Tongues, One Voice - Global grands In Local Markets 

FACILITATOR! 

Kevin Tausend 
Vice PttsUtnt 
Bo writ Global 

Join us to discuss and' debate the cultural and regulatory challenges surrounding 
' global branding and communications In the Medical Device industry. Discover 
how your colleagues end Industry experts strike the proper balance betwean a 
global message and local market nuance. 

B Learn about Innovative approaches to deploying In -coon try. Total" mar- 

keting campaigns * 

■ Focus on die 'Vforldwtde* aspect of the World-Wide- Web and Us value 
to you as a global ma/ luting channel 

■ Explore the global/local balance, >r*d how to adapt your communications 
channels to support locally appropriate and compliant messages wtth 
global marketing objectives 

U Discover new ways to shorten your regulatory review cycle by streamGn- 

tng the translation process 

■ Face the hard challenges of globateadon - cost, time-to-marfcet. and qual- 
ity of message • with new Insights and better strategics 

TTI 

Market Expansion throuzh MkvA 


Reimbursement Planning 


3:0 0pm Networking and Refreshment Break 


interactive 


3-J0pm Ask the Experts! Panel 

International Distribution Challenges and Opportunities 

International distribution has become a strategic Imperative. Distribution strate- 
gies must be aligned to corporate strategies. There are i host of risks that must 
bt considered, along with crucial derision* Including direct vs. foreign efistribu- 
don; strategic distribution alliances and their Implications: and reimbursement 
and regulatory Issues- 


Caroline Carr 

Vice htUic^l, Qolal Cmiomzt 

Operation* 

ResMed Inc. 


PANELISTS INCLUDES 
Richard Rosso 
ExKCuxhe Vice President onrf 
Genera* Meoegcr* mtemotreaoi 
Osteocech, Inc. 

Brian T.Enn Is 

President, Inicmcdonal 

Wright Medical Technology Inc. 


* Executive. Bulletin 

■4:15pm Accessing International Markets 
Marjory E. Searing 

£aeceaVt Wee rWdent. Oobof Strategy and Anef/sh 


A soOd grasp of the Implications of healthcare reform Initiatives, healthcare budgets, 
' and new reimburse patnc policies Is critical to navigating key kterrudoraJ markets 
such as Japan, Europe, and Latin America. This presentation win uTuurate how chal- 
lenges to International market access can be approached and addressed. 

S :00pm Networking Reception 


^ ■ ft-! 
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Wednesda y 

March 24, 2004 

' 0:00am Continental Breakfast VkI Exhibition 
0*3 0am Icebreaker and Introduction 

M5arri Mover and Shaker Uvel Interview with; 

Richard M. Levy, PhkO 

Ose/mw of the Oeord. President, ond CEO 

V»rUn Medkal Systems, Inc. 

Learn the nnugies employed to pin »nd lumln market leadership and fuel 
growth, firsthand from a prominent Wuitry leader. 

pjtt<t:utirt£ Bulletin 


MSam Obtaining Financing and A ttr»*Dnj Venture Capital 
Gain mjijht Into both the public and private financing market for medkal technology, 
Understand the sectors jrou compete with for capital, and the -main value driven for 
Institutional Investors. 

Daniel R. Omstead. Eng.ScD 
President -and CEO, 

^ Kambrechc & Quiit Capital Management, Inc., 
' and President 
HAQ UucicAcej Investors. 

1030am Networking Break 

1 1 .-00am Concurrent Roundcabte Discussions 

Select one of Che following roundtables: 


Keynote Luncbrdtr 

1130pm Secrets for Propelling Growth with a Pfat^nrra Technology 

Michael A. Baker 
Prcddcnr cad CEO 
cVthroCare Corporation 

' Boifdtng a profitable, growing company around a platform technology it a rarity *n tive 
medkal device world Michael Baker, president and CEO of ArrhroCare. wld aha re 
itrategtes ArthroCare employed to successfully establish fu Cobtadon® technology 
In t variety of medical specialties — boding the company on Forbes* Hit of Top 25 
fatUSvCrowmg Tech Companies. 

* . How to enter a series of new markets with a flagship ttchnology 
■ How to leverage corporate a/fiances to expand Into n 


AcquWdcms In a platform technology strategy — when b the prize worth 
the chase! 

What Inlrastructure Investments, are necessary to. sustain rapid growth 


I t30pm Vender/ Audience Crossfire 

Managing New Product Development Outsourcing 


Mike Wilkinson 
President 

Parafon Innovations 


Joe Havrilla 

Senior Vke President 
. Product Development 
MedraoMnc 


Robert Price Steve WobacbaJI 

Statin Research ftflew Cvnnwiol Dtrecur 

Global Enveprencurship msdojte FUJIRLM Medkal Systems USA. Inc. 

Tom Spalding LesBe A. Rickey 

fVetident loduatry Mencjer 

Nordwiew Pacific Laboratories, Inc. Momedkof I Akdkof 0 evicts 
MSC-Sorcwar. 


2:15pm Global Excellence In Medical Devices Insights 
A Preview: Frost & Suffivin *a 20CM Global Excellence b Medical Device Awards recip- 
ient! address what It takes to succeed In a challenging economy, k-ln in an animated 
discussion and brsbishare with the best. ■" 


3:00pm Networking Break 


Innovative Problem-Sowing In the New Product D«vek*prrter4 Cycle 

Facilitator? 
John Turn 

Monoftr, M « criolt ondArtdytil 
CTC engineering Consultants 


RT2 

Is DTC Marketing Elective for Device Companies 
Facilitator: 

Kevin Tausend 
UnhfYk* President 

Dorknd Global Heahh Communications 


RT3 

Strategically Deploying Remote Diagnostics 
Facilitator: 
Oaks Cider 
President end Wreno/ 
Axcda 

RT4 

Adding Mobility to Your Sales and Supply Chain 

Co-FaclOtatorai 

Herman De Prins 
Director International IS 
GuMant Corporation 

Matt DiMaWa 

Senior Vke President 


3:30pm Frost & Sullivan Anaryit Mindsharc; International Market Trends 
FaclUtaton 
Charlie Wh elan 

ConseJtfng Monofcr - Afcdknf Devices 
Frost & SuBron 

Our senior medial device, medical imaging, and patient rncMltortng analysts* perspec- 
tives on the social, demographic, and disease partem trends p key markets b Asia, 
Eorope, and die Americas that wffl- benefit medical ta<JmoIogy»eompatdes bt coming 
years. The mlndjhare IncJudes dedicated time for your questions to be addressed by our 


4$ Opm Chairman's Closing Remarks 


5:00pm Global Excellence In Medical Devices 2004 Awards Reception 


6:00pm Global Excellence In Medical Devkes'2004 Awards Banquet 
join os ts we celebrate Innovation and leadership, with the presentation or 
these- prestigious awards recognized by Industry leaders, the investment 
community, and the media at die 3rd Annual Global Excellence In . Medical 
Devices 1004 Award Banquet. See registration page for details. 
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Thursday Exc^^fc Exchange: Thursday 

CRM Sales anJ^Keting Analytics March 25ch 


Thursda y 

March 25,2004 


Thursday Executive Exchange: 
CRM Sales and Marketing Analytics 

Business success depends m large parr on individual one-ro one, 
customer relationships.. This' exchange will explain the critical 
distinction between CRM ind the traditional art of customer 
service. Find gut how you can realize the tremendous profit 
potential for those who can deliver excellent customer service in 
the context of a relationship while effectively managing opera- 
tion expenses. 


M l valued the many presentations from high-level speak- 
ers on topics spanning the full spectrum'of Healthcare. 
This was truly an opportunity to peer Into the future of 
rhq industry through. all Its various facets. I was also 
very pleased with the numerous networking opportune 
ties and came away with some important contacts. I 
look forward to next year!" 

- Vlk Seon.1, Director, Strategic Marketing and 
Commercial Development, Ehdo Pharmaceutical 


030 im tiefbtrxtJon. Continental Breakfast, and Exhibition 


Ijfterucftvii 


VtfDam Do You Knew Who Your Customers Are. The Foundations of 
Analytic. 


1 030am Networking and Refreshment Break 


InfentcUve 


} 1 .00 *m Putting Analytics toWoric 


I23tyxr. Networking Luncheon 


Register Now 

e-mail: summtts@frost.com 
tel: I.877.GO FROST 

(i;B77.463.7678) : 
fax: 1.888.674.332? 


tnrenicUvc 


1 30pm Concurrent Round table Discussions 

A. M«uurin( the Effectiveness of CRM frith tkes 

B. Partner RehtioniWp Management 
O Global CRM 


3aopm Executive Exchange and Summit Concludes 


For Sponsorship 
Opportunities 


Contact: l-877-GO-FROST 
E-mail: summits@frost.com 
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Featured Thought Leaders 


Thought Leaders 


Medical Device 2004 


1 'M ^ 


of 

besc-in-ciass 
professionals 


Benefit from the combined experience and expertfse of Thought Leader*, all of 
whom will play an active role in stimulating, networking, and brainstorming at 
your interactive sessions: 


Adrian Elfe 

VP, Quality Assurance and 

Regulatory Affairs 

Spectrahedcs 

Adam Ruskin, PhD, 
DVH 

Director of Oinical Trials 
Natus Medical. Inc. 

Andre Decarie 
VP, Soles & MorJcet/ng. 
LifeCore Biomedical. Inc. 

Bobby Keen 
VP of R&D 
Biosense Webster 

Chris Calhoun 
President & CEO 
Macro Pore Biosurgery, Inc. 

Dan Roth 

Director of Marketing - 
Oximetry 
Nellcor. Inc. 

Darrell Johnson 
CM - Telemetry and 
Networking 
GE Medical 

Dave Bolhuts 
GM, Global Business 
Development 
Kimberly-Clark 
Corporation 

Don DeLauder 

Director, Product Innovation 
and Advanced Development 
Medrad, Inc. 

Frank Guglielmo 

VP of Marketing 

CSL Bard. Medical Division 

Geri Robinson 
VP, Sales & Marketing 
Pulmonetic Systems. Inc 

Greg Cash 
President & CEO 
Vasornedical. Inc 

Harris Ravine " 
President & CEO 
Fischer Imaging 
Corporation 

Janice Bars cad 
Sr. Director, Business 
Development and Planning 
St-Jude Medical 


Jeff Gold 
President & CEO 
CryoVascuIar Systems, Inc. 

Joel Nichols 

Director; E-Business 
Smith & Nephew . 

Joseph DeVivb 

President & CEO 

RITA Medical Systems. Inc. 

Julie Tracy 
VP of Marketing 
Kyphon, Inc. 

Karin DaJy 

VP, Brand Management 

Philips Medical Systems 

Keith Grossman 
President & CEO 
Thoratec Corporation 

Ken Branham 

VPcfSdfcs 

Nypro 

Larry Huffman 
VP, International Business 
Development 
TheraSense, Inc 

Laura Bohn 

Director, Operations/Tandem 
Process Driver 
Ethicon Endo^Surgery 

Lawrence Cohen 
President 

International Technidyne 
Corporation 

Lee Blumenfeld, MD 
VP, Business Development 
Baxter Healthcare 

Lisa Zindel 
VP of Marketing 
Concentric Medical, Inc 

Marian Sacco 

VP, Sales & Marketing 
Adeza Biomedical, Inc 

Marie Kirtland 

Sr. Director, Strategic 
Marketing 

Cytyc Corporation 

Melinda Neufeldt 

Director, Innovations 
Spacelabs Medical, Inc 


Michael Dale 
CEO 

ATS Medical, Inc, 

. Michael McBrayer 
SVP, Business Development 
dj Orthopedics, Inc. 

Paul Neri 

Vfi" Continuous Improvement* 
Scjude Medical ' 

Peter Sol tan i , 
VP&GM of Direct 
Radiography 
Hotogic 

Richard Russo 

EVP St CM- International 
Osteotech, Inc 

Rick Ferreira 
President & CEO 
Alliance Medical 
Corporation 

Robert Price 
Senior Research Fellow 
Global Entrepreneurshlp 
Institute 

Ronnie Andrews 
VP of Marketing, Lab 
Systems Division 
Roche Molecular 

Ron Spivey 

Director of Market Research 
Becton Dickinson 

Steve V/obschall 
Commeroal Director 
FUJI FILM Medical Systems 
USA, Inc 

Sung Pak 

Director 

Biosense Webster 
Tim Still 

VP, Sales & Marketing 
Cholestech. Inc- 

Tom McCaJI 

Wee President, 
Franchise Marketing 
Welch ADyn Inc 
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pernors 

& exhibitors 

GENERAL SESSION EXHIBITORS; 

AXE DA SYSTEMS 
BOWNE GLOBAL SOLUTIONS 
CHESAPEAKE CONSUMING 
' CTC ENGINEERING CONSULTANTS 
DATASWEEP 

DORLANO GLOBAL HEALTH COMMUNICATIONS 

EVERYPATH 

M5C.SOFTWARE 

PARAGON INNOVATIONS 

PA CONSULTING GROUP 

SAP 

TECHNOL6GT PARTNERS 


ABOUT OUR EXECUTIVE SUMMIT SPONSORS: 
Axed* Systems 

Axeda Systems Inc. & the world" s katfnj provider of devkc reboomNp iritnagemertt 
<DRH) cnwrprae software and scrvkca-The wnpwv/* fbg*hlp productAxeda ORM w .b 
a distributed joftwa resolution that Uts medial hucrumcm manufacturers nemottJy won* 
tax. mirage and icrxke oSdr deployed equipment around (he worid, Reproenndve cm* 
tooen include: Abbott Laboratories, Bedcran Cocker, and Varian Medical Systems. 

:Bowrte Global Solutions 

Bowne Global Solutions (BGS) is the leading provider of translation. looSadon, techni- 
cal writing and interpretation services that enable businesses to deftver locally relevant 
and colttirajty connected products, services and communications- anywhere In tht world. 
BC&whkh list Its global Iseadouartert to New York, Is a business unit of Bown« 4 Co, 
Inc. {NYSE: 6NE). a {tobal Jeader In provfdiitg high-value solutions chat empower our 
cficnu' common to lions. 

Chesapeake Consulting 

Chesapeake Consulting inc. spedafaes lr» helping fa cfctrtrs create and Implement the 
business improvement sobrJons dnc achieve rapid, dpfflcant, sustainable boaom-Cne 
improvement Chesapeake i ent e rpri se fitness approach draws oo tht best available mod- 
els, methods and toots to enable each cfenc company to Menu?/ md leverage la unique 
improvement opportunfOes. 

CTC Engineering Consultants 

CTC Sn cnttn* trine, firm in Sana Chnv, Cailomb. provides expenhe to cfteots making 
Medical Devkes.Se*recc*vdoctor loots and mdustria] Equipment Engineers Innovate solu- 
tions in materials and mechanical engineering, mattrbh^systcms/ccenponcnt testing, com- 
puadonal and (allure emhsli, and human factors. CTC often fresh. rtofwensV*, problem 
soK-inr; E*p*rtJie yoci need, when you txed k. 

Data sweep 

Da a j weep Is the. leader In operations performance management solutions for life 
sciences nunuracturers. Our solutions uniquely enable companies to collect, aggre- 
gate, analyze and act oo product and .operational data from their enterprise and sup. 
ply Chain. smproving process eftdenctes and product oualrty, reduclnj product Gfecy- 
cii costs, and ensuring regulatory compliance. 


Borland Global Heal muntcatio ns 

OoHand b an Independent. foB-u .« health comrrnjrtlotlonv agency wJA the ability to 
offer marketing corereudotkxu. pubic relations, and medkal education programs • across 
al media * for device and diagnostic companies and their brands. We provide far-ranging 
expertise and have the capabilities to meet vlrcuaay any health communications challenge , 

Ererypath 

Evcrypath is i mobile task automation software company, enabling business critical tasks, 
to be performed on handheld devices to Improve user pn^tiixvvfcr, reduce operating 
expense and. Increase management vliitxffry. Our unique approach permits business" 
■processes to be extracted from sodsdng applications for use on virtually any mobile device. 

MSC.SpftWare 

MSCSoftware b the leader in Virtual Prodjct ptwesoprnent (Vpp) software and servicer 
for metflcal devkd, automotive, aerospace, general machinery. eJcctrtencchanlaLand ccev 
turner produces rraiwracturers wcwid^ioe. Utaig VPO solutions, tmnisfacutrers ire com- 
pressing time, and Improving product reJtibiSty with less cose and risk through the use of 
integrated design, simuistion and data management toots: 

countries, f^sr add i tional information, 
about MSO^Scdtware, our technolor/.tcrvkts and Initiatives, please. vim ui at wvM@msd. 
softWire^comi 

Northvlcw Biosciences 

Northvkw Biosciences, an independent laboratory offering GMP/GLP testing services so 
the medical device, pharmaceutical and blopharm industries- Nbrthview spedafizes In 
steriSty assurance, bioeompaobiTwy. analytical chemistry; microbiology, precSnkat tosdeoto- 
gy and pharmacology services. Northvlcw Is ISO 900J :2000 certified end AAALAC accred- 
ited **h beSties located ei NoahbrOok. 1U Hercules, CA and Spartanburg, SC. 

Paragon Innovations, Inc. 

Paragon Innovations b a leader in cofbboradv« developmettc of medlca) devices, 
applying an exclusive integrated approach that blends hardware and software 
processes with a manufacturing perspective for the medical industry. The company 
has the design expertise to decrease tfm&to-marfcet. provide the documentation- 
needed to get through FOA approval. 

SAP 

SAP Is the-wprid* leading provider of business software solutions. designed to meet 
tbe demands of companies of all sixes for fltxible. modubr solutions with fast ROI. 
Our Medical Technology industry solution portfolio enables companies to achieve 
best-io-cbaJ performance in product Innovation, customer Intimacy, operational 
excellence, and regubtory compliance across the global medical device vah/e chain, 
For more Information on how SAP solutions on help your business adapt and grow, 
visit nttpy/viwwiap-com or contact Pete Butsey at peter.buss«y@sap-com or 412- 
736-^OB. 

Technology Partner* 

Technology Partners teams with visionary entrepreneurs to build successful new 
companies. We serve prindpafh/ as a lead inveatoc and business adrbcr tottchnoi- 
ogy-based ventures b our focus areas of next generation enterprise software, ener- 
gy technofegy, biotechnology and medical devices, fas particubr mcesventional card), 
ology and netsroscSenca.. 


ABOUT OUR EXECUTIVE SUMMIT EXHIBITORS: 
PA Consulting Group 

PA 'Corauldn j Group b a leading, management, systems and technology consulting 
firm. PA develops technology for Its c Bints In areas ranging from wireless technol- 
ogy to fife sciences. 
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"The roundcable .discussions provided valuable insights 10 how 
other companies in our industry were addressing issues. They pro- 
vided the opportunity to ask those with experience direct ques- 
tions, and dure your "best practices* with c6Jle*guej." 

- joe Camarrata, VP. Global CRM. Siemens Medical USA 

"The medical device field is a broad waterfront; however, Frost & 
Sullivan always manages to put together an outstanding program 
that appeals to everyone? interests. Notwithstanding the top-notch 
presenters, the networking amongst peers Is always enlightening," 

- Jerry Mclaughlin* President & CEO, CompuMed, Inc. 

"I have been a thought leader at two Frost and Sullivan events, each 
time' I come away with even more value than ever expected. The' 
Healthcare summit proved a valuable opportunity to exchange Ideas 
and to network with customers and colleagues. I look forward to 
participating again next year." - Ken Branham, Vice President 
Sales. Nypro Inc. 

"Once again, the roundtable discussion was informative and insight- 
ful.The interaction amongst the participants was good and the facil- 
itation excellent." - Gerl Robinson. VP Sales & Marketing, 
Pulmonetic Systems. 


"I enjoyed the opportunity to Interact with a varied mix of upper* 
level, Marketing - oriented professionals front both the industry & 
agency sides." - Daryf M; Qogard, Director, Global Marketing 
Information. AHergan, Ipc. 

i valued the, many presentations from high-level speakers on topics' 
spanning the full spectrum of Healthcare. This wis truly an opportuni- 
ty to peer into the future of the industry through ail its various facets. 
I was also very please^ with the numerous networking opportunities 
and came away with some Important contacts. I look forward to next 
yearf - Vlk Seont,' Director, Strategic Marketing and Commercial 
Development, Endb Pharmaceuticals 

"Once again, Frost & Sullivan has shown that their Executive Summits- 
lead the industry, Our participation at the Healthcare & life Sciences 
event not only proved a great industry networking opportunity, but also 
generated solid new business leads." - Ian Swanson, CEO, American 
Data Exchange Corp. 

"The topics presented were dmely and well done. The opportunity to 
network with such a large number of professionals feeing similar chal- 
lenges was helpful!" - Don BJomstrom, Vice President, 
Instrumcntarium imaging, Inc. 
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Executive 

B.RIEFJ.NGS 


& 


Topic 
Monitors 


Executive Briefings are a word-for-word transcription of the presentations from our events, as well 
as in-depth content from previous and future Frost & Sullivan Executive Summits. 

Set up as an on-line portal to grve different users access to the information via a personal user ID 
and password. Executive Briefings Include transcribed speeches. PowerPoint slides, graphs, charts, 
biographies, Q&A sessions, and more! This Is a powerful training tool for your staff members...— 
and saves attendees from taking notes! 


Executive Briefings - Topic Monitor Service 
($695 for non-attendees, $495 tor attendees) 

■ A subscription service that lasts for one year 

■ Customers receive any executive Summit material 
produced during the duration of the subscription 
related to a specific 

■ Topic and all previous content on that topic 
I. Choose one of five topics 

X. Advanced Marketing Research 

3. Competitive Intelligence 

4. Sales & Marketing Strategies 

5. Growth Strategies 

6. Life Sciences (Qrug Discovery/ Medical Device 
Industry/Pharmaceutical Industry) 


Executive Briefings ~ Comprehensive Service 
($99$ for non-attendees, $695 for attendees) 

■ A subscription service that lasts for one year 

■ Customers receive all Executive Summit material 
produced during the duration of the subscription 
and all previous . 

■ Content 

■ Timely Information on five important topics 

1. Advanced Marketing Research 

2. Competitive Intelligence 

3. Sales & Marketing Strategies 

4. Growth Strategies 

5. Life Sciences (Drug Discovery/Medical Device 
In d u stry/Pharma ceutica! Industry) 


\ Register N«w • e»m*lli fummiu@lrosc.<on> • eel: I.S77.GO FROST (1. 877.46 J.7478) • fax; 1.888.* 74JJ27 • we© «kci www.iommlu.froit.com 
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EXECUTIVE SUMMIT GLOSSARY 


fANLL OISCUSSION 

Expert pandbts (practidorisrT, not vendors) explore the Issues presented 1 
to them by tho moderator. Root U open to questions rdevent to the dis- 
cussion theme, addressed u in Individual panelist; or the panel at a whole. 
Participants art given an opportunity to have their "reaVworW bsues 
addressed by the expert*, and benefit from the combined expertise of the 
panel. 


can HiSToar 

A pr^cdrieM^dtiivered. in-depth session Wiich addresses a specific project 
©r initiative relevant to Executive Summit bsues. Case hbtorles are direct* 
ly drawn from "r**J-worJd v corporal* experiences that outim* timely bus!- 
ficii chsUengct. the steps taken to* overcome them, and lesions learned, to 
. th*.t but practices may be shared and applied 

ptccunvi latctiHCi 

Brie tints and subscription services provide you with comprehensive 
Executive .uiftmh materials, to shark with others In your business, or to wse- 
for reference (word-for-word transcripts of dynamic speaker preaenaUons, 
professions! blogriphlei. complete QAA aesdons. PowerPoint slides. Inter- 
active participant survey retulu, end' indispensable market antettlgeoce and 

• ansfyih). Awlbble by event. Industry, or service area. 

exccutiyi ronuK 

-A J-day neewprkini interactive forum that begins Sunday morning and con- 
cludes by Monday avenlnf .♦ Sunday's focus b- rebxed. recreation-baaed net* 
working. Monday features an Intense- Interactive full-day workshop broken 
us and facSioted by 4-* Industry leaders. These 70-minute Workshops are 

• highly interactive in nature, incorporating role-play. dmuUdont, case scener- 
fos. group exerdscj. discussion group*, in Wnj fames. etc Each workshop 
is structured to foster audience Interaction and networking. The work- 
Shops enable attendees to apply what Is beWig learned through practical 
cxerdsea.The workshop does not Incorporate? formal podium presentations 
(one-way push of ^formation); the concentration Is on Interplay between 
workshop leader and partidpants. and among partidpant* themselves. 

IXICU7I VI- SUMMIT 

An Interactive program, cxdutlvdy from Frost & Sullivan, that utilizes all of 
iu components to create a whole - « speakers, attendees, vendors, and 
Venue. aP Sbare an equal part In presenting a 3*0»degree view of the mar- 
ket A key iniredjent to the format I* mteraetivity . more than 80 percent 
of the sessions and events are Interactive. Each Executive SummH Is com- 
prised of three parts: Executive Forum. General Session, and Executive 
. Exchanfe. 

executive cxdHAwcr 

An advanced training course focused on essential skills required for Indus- 
try participants and executives who want to advance their careers. These 
workshops typically cover management and leadership tktib, communica- 
tion, new technolorr. itrateik alKanees, competitive benchmarking internet 
research and other essential- needs to further a career. 

FACILITATOR 

Leads the interactive Th ink-Tank and/or roundtable dhcvislon. A qualified 
expert, responsibb for steering dialog and maintaining locus on the bsues 
presented. Encour*r.c* bah need Interaction among participant*. • 

CCMEKAL SCSSJON 

The mabi event, featurmi keynotes, panda, round oWe*, ThlnkTaaks, and 
Other Interactive sessions. aa welt as networking events, and a dynamic exhi- 
bition bdl featuring the industry* leading solution providers and top con- 
sultinr firms. 

tMrtaAcnvE sueviv 

Thb interactive workshop wiO allow participants working In {roups to cre- 
ate a series of questions and answers to be compiled and Inputted into an 
oh&M survey. This b a survey created by the participant* for the pardd- 
pana. At the dose of the day. the survey wfll be available online and with- 
in the exhibit hall for you and your peers to complete. At the close of the 
general session, the results of the survey will be shared and analyzed. A 
terrific way to get an immediate benchmark of the market as h stands today. 

HOOtftATOR 

Leads a panel discussion; s crossfire session, or a Q4A. A qualified expert 
who coordinates psnefbt*' pre -event and Introduces, directs, cb rifles and 
guide* their dbcuislons and questions from the participants and Thought 
Leaders. 


raericirAitTS 


The attendees. The majority of participants are hlgMy-pbced executive- 
suite level, EVPs,Vpi, and Director* (typically dechlon makers'. They not 
only serve as audience members, but also as group leader* bringing bsues 
to fight, and become immersed In all aspects ol the Executive Summit from 
gou* to Think Tsnks to foruoit 


reooocr show can 


A 10-mmyte five demonstration of the featured vendor sJceruulting firm's 
solution, located In a mlmtheatre within oj m the nearby exhibition haO. A 
brief amount of time wil be allocated for Q«As at the conclusion of die 
demonstration. 


A froup of speaker*. f»cfl»ot bra. and/or moderator* convening to address 
audience questions, cither pertaining to their IndMdual presentations, or to 
the Industry as a whole. Questions may be addressed to a speaker specifi- 
cally, or generally to the panel Each QtA professional has the opportunity 
to comment on the queJtion if he/she chooses to add to the response. 
Content b participant-driven and the pace is quicker then that of a panel 


eoUMOYAeU OtSCUSSI OHS 

Concurrent WormaL Interactive roundtable. discuii Ions, each focused on 
topical matters of interest, b facilitated by Industry experts. The objective 
of these sessions b to foster networking among the group, capture the pri- 
mary bsues to discuss, promote the cross-sharing of knowledge, and guide 
discussion to consensus or dMura on key Issues. Thought leadera wUl take 
an active rote m these sesaioflt to hdp promote Interaction and bring a bal- 
anced perspective to the discussion. 

STEAK I ». 

The executive In the trenches, the practitioner (not vendor), one who 
brings v*iu*h> Insight to fight. The speakers focus oo primary challenges, 
needs, and strategics of executive management. Frost & SulDvan speakers 
are almost eatfushdy Forwe 1000 executive* that bring cutdng-edge 
Insights, examine case histories, and share best practices, 

SOLUTIONSWMCl 

Participanu v4Q have (he opportunity during the General Sesdon to partic- 
ipate m a series of rapid-fire onc-on-cme meetings with leading vendors In 
the marketpbee, Participants ire given approximately 2 mlnutcj. seated in 
an outer circle of chairs to pose their question/a) » each exhibitor, rntrring 
around the whed to the next exhibitor every two minute*. Partidpation It 
limited and will be filled on a first-come, first-served basbt 


Interacdv* brdnstorming session facilitated by an Industry expert* 
Fadihator Produces die key agenda tami, and work* with the parddpana 
ki teams to problem-toeve approaches to common chanenge*. The teams 
are then debriefed by the fac&tstor. Thoujht leadera will take an active role 
In these sessions to help promote Interaction and bring a balanced perspec- 
tive to the dbraHslon, 

thought tsaoia 

Executives from Global 1000 type organisations b charge of strategic InJtia- 
ebe* at thdr orranlzsoons are pbced m the audience to stimulate partici- 
pation and provide a balanced perspective during Interactive sections. 
Thought Leaden hdp foster peer learning through acdve mvofreroent In. 
Roundtable dhcussfcms.ThhkTJ*eks, and crossfire session*. 

Vf MOOSUAUDICJtCC CXOSH Utt 

A CNK^tyte, moderated candid dlsorsslon. A panel of solution provider* 
face a panel of Thought Leader* to address a aeries of predetermined 
tuue*. The audience b given the opporcumcy to ham the Thought Leader 
panel or to raise question* at an open and/or roving microphone. The most 
pressing question* and controversial bsues art debated hve Dvery and high- 
ly liu*ractive mannenTlKHJtghc Leadera will take an active role In these ses- 
sions to help foster Interaction and bring a balanced perspective to the dV 


V,) 
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Sates & Marketing 20B4; 
Sth Annual Cxeclitlve Summit. West 
An Interactive forum for ?nd MarVetinf 
Extcotkti Seeking to Maximize fU»tm»c tnd DcKvcr 9 
.Marketing RCM through Superior Sales, CRM ft 
' Marketing Management. 


March i i-lfc .sxM 
h;»n tom'iscn. C.\ 

Medtcul Device 2004: 

Executive Summit, W« it 

Your Passport to the Future of the McdinJ Device 

fatality 


Way UVatt. 200i 

Muyi C i>3M Kt^ri ♦ TBI) 

Advanced Marketing Research! 
7th Annul! Executive Somml^Eait 
Maxknblng Effectiveness Through Ntw Technique*. 
Tcchnologica. and Hsnagtment Strategies. 

Structuring Competitive intelligence for 

Greater Bottom-line' Impact: 

Ft eh Annual Executive Summit* E«t 

An Interactive forum for Com p« olive k\«Uf jence. 

Corporate Strategy. Business Develop ment, ahd 

Mir kt On j Executives Seeking to Drive 

Deeblon-Malung. 


July II.15, 2fm 

Vasi Coa5( Ruart • TBD 

Sales ft Marketing 2004: 

Sth Annual Executive Summit, East 

An tataractjve roruoV for Sales and Marketing 

ExecutfYU Seeking to Maximal ^Through Superior 

Sales. CRM A Marketing H»» ( tm«t. 


Svptctnbcr , 200* 
•\Tcm Curat Bcnyti -TBD 

Leveraging Emerging Technologies for Growth 
An Interactive Forvnt for Marketing Executives Seeking* 
to Optimize Marketing cWeed vents* wfth Customer' 
Driven Strategies. 

Business Application! Sn Wirel ess Technology: 
The New Frontier 

An Interactive Forum for Senior Executives Seeking to 
Achieve Above-Market Growth Rates. Msxknltt 
Editing Growth rWoqex,eitd Identify New 
Opportunities.. 


EXECUTIVE SUMMITS • CALENDAR OF EVENTS 



wvvw.summits.frost.com 


OcmbcrJ7.2i t 2004 
West Const 8t"#rtrt • TBD 
Structuring Competitive Intelligence 
for Crcatcr Bottom-Line Impact: 
1 1 th Annual Executive Summit, Welt 
An Interactive Forum for Competitive Intelligence. 
Corporate Strategy* Business Development, and 
Marketing Executives Seeking to Drive 


Advanced Marketing Research as a 
Strategic Imperative: 
7th Annual Executive Summit, West 
Maximizing trTeaJveness Through New Techniques. 
Technologies, and Management Strategies. 

Product Development 2004: Strategies for 
Success 

Product and Busmen Development Professional* will 
Gather to Present Croi afunctional launch and 
Support Strategies 

NovrnibcrT-l'l. 2lX>i 
San Dicj&ii • CA 
Frost & Sulltvin's 

HealthcareAJfeScknces Opportunities 2004 
The premiere heahheare Industry evwrntour paupon 


East Coast Resort - TBD 

Growth Strategies 2004; 

3rd Annual Executive Summit, Exit 

Creating Shareholder Value through Revenue 


"Our new 
Executive Summit 
format wilt bring 
the content of 
the program to life... 
engaging, challenging, and 

entertaining our 
executive attendee base" 


-Davfd Frigstad, 
Chairman of Frost & Sullivan. 


^ RerUeer Now • e-mail: aummfts@frost.com • tell I.877.GO FROST (1.077.443.7*78) • fax: 1.888.474.3329 • web sites www.summiU.ffr.ost.corn 
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FROST & SULLi AN 
Medical Devices 2.004 

March 11-15, xoo< • Gfand Hyatt • San Francisco, CA 


Registration Form and rroccduroi 
C3 HAIL 

Re(isaatbns wiD be acknowledged by mail. 

(Please (betide p»ymeni): 

Frost It Sullivan 

75SO IHIp W. Suite 400 

Sin Anteele,TX 7UI J 

(§) FAX 
LI09.ft74.192f 

g. PHONE 

1-477-GO FROST (1.877.4(3. Wt) 

JQ E.HAlt 
summtcs@Yniic.com 

Hotel Information 
Grind Hyatt Sin" f rsnefceo 
On Union Square. 
341 Stockton Street 
San Francisco. CA 74-108 
Telephone HIS 396 UK 
Fax 415 J72 1536 

We art proud to be proendnj our Hardi event as tie 
Grand Hyatt in San Francisco. Frost ft SoBrwn bas 
• reserved a forked number oJ rooms lor Executive 
Summit sttendees at reduced rates. Flease call the hotel 
directly far avaBsbHIty and reservations at 4 IS 378 1134. 


Payment Proccdurei 

Payment In full Is required immediately upon 
registration. If. for any reason, you are unable 
to attend, a fully transferable credit will be 
issued to any other Frost & Sullivan Executive 
Summit within one calendar year (Torn the 
date of the Executive Summit you are regis- 
tered to attend. It ti with regret that Frost & 
Sullivan wilt not be abie to issue refunds for 
any reason. Attendee fees include reception, 
refreshment breaks, luncheons, continental 
breakfasts, and substantial Executive Summit 
documentation. Every effort* is made to 
ensure thac the speakers noted in this 
brochure are present, but changes beyond the 
sponsors' control may occur. The program 
agenda will be updated blweeWy and can be 
downloaded from: 

b ttp-Jlw ww.summ lts.frosc.eom/G HD 


Registration/Pricing Schedule 


■ Complete Scries 

(Mirth 21-25/04. WTkr ): 

ft Executive Forum ft General Scssioa 
(March 21-24/04. Son-Wed): S2.09S 

ft General Session ft executive Exchange 
. (March 23*25, «0<Tee.Thr): J2.WS 

ft General Session Only 

(Match 23-2V04.Tbe.Wed): SI.47S 

■ Execudva Forum Onfy 

(March 21-22/04. San-r1on):S850 

ft Executive Exchange Only 
(March 2S>04.Tbr):S8S0 


NAME & TITLE 


Group Discounts ) 

Available ] 

Contact l-877-GO-FROST } 
k*^ for details 


Register Me "as follows: 


■ Executive Forum (Sunday-Monday) 

O Global Medical Device Napa Valley Tour(SSO) 
□ Cocktail Parry Sondey (Indoded) 

VVotJunep: Global Go to Market Strategies 


■ General 5«n!oo (Tuesday-Wednesday) 
Tuesday 1:30pm 

Cbotsc one of the fcflowinf TbWfcTbokj " 
MED OTT I QTT2 OTT3 

Wednesday II tOOain 

Choose one of the /eftowmg RoundToMes 

MED ORTI ORT2 OR73 ORT-4 


□ Wednesday ft:3 Opm 

Mtdc^r>v«20MA««rdsR«sxteand 6wa*x$IC0 


□ Executive Exchange (Thursday) 


COMPANY/ORGANIZATION 


ADDRESS 


CITY 


STATE/COUNTRY 


ZIP CODE 


TELEPHONE 


FAX 


E-MAIL 


SIGNATURE < ORDER INVALID UNLESS SIGNED) 


Total amount due (US. dollars) 5 

D VISA □ AMEX 
ACCOUNT "NUMBER 


. (make checks peyabtc to Frost ft SulbYan) 

O MASTERCARD □ OINEXSOJUo 
EXP. DATE 


NAME ON CARD 


SIGNATURE 


CONFIDENTIAL 


■ Executive Briefings 

Topic Monitor Servk* 
D Attendees; |495 
□ r4on^Aaendees:Sd7S 

Cooiprehenshre Service 
O Attendees: S49S 
O Non^txende*s:*995 


Attire: Business Casual 


Register online ! 
www.summits.frost.co m 


For sponsorship 
opportunities, 

contact M77-GO-FROST 
e-mail: sununlts@frosLCom 
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FROST & SULLIVAN 


2004 Global Excellence in the Medical Device Industry 
Awards Banquet 
March 24, 2004 
Grand Hyatt - Union Square 
San Francisco, California 


* There will be a Frost & Sullivan registration desk. Please check In after 8am. 

Timeline; 

8:45-9:45am Uve Interview! - Richard M. Levy, Chairman of the Board, CEO, Varian Medical 
Systems, Inc. 

2:15-2:45pm Live Mover & Shaker Interviewl - (TBA) 
2;45-3 :30pm" CEO Panel Discussion 
5:00-6 :00pm Networking Reception 
6:00-7:15pm Dinner 

7;15-7:20pm Welcome Speech - David B. Frigstad, CEO, Frost &. Sullivan 

7;20-7:35pm Keynote Speech - John W. Wood Jr v President & CEO, Analogic Corporation 

7:35-9:30pm Awards Presentations 

9:30-10:30pm Reception area will re-open 


* There will be flexibility between the end of dinner and the beginning of the awards presentations. Ending 
ttrfie is estimated. 


■) 

CONFIDENTIAL 
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rost & Sullivan - Company Information 
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FROST & SULLIVAN 


SIGN-IN | REGISTER | SIGN -OUT 


* P *OSTHOME I YOUR HOME I YOUR ACCOUNT I OUR SERVICES I ABOUT US 

VRN TO: Home 


CONTACT US I SITEMAP I HELP 


Fro.st & Sullivan works interactively with clients to develop innovative, growth strategies. 


Company Information 


Frost & Sullivan was founded in 1961 in New York City with a specific 
mission: Publish world-class market consulting information and 
Intelligence on emerging high-technology and industrial markets. 



ADVANCED SEARCH 



QUICK SEARCH 


Browse or search our research 
by market, technology, region 
or keywords 


D 


GO 


Frost & Sullivan was founded in 1961 in New York City with a specific mission: To publish world- 
class market consulting information and Intelligence on emerging high-technology and industrial ; 
markets. The company soon developed a reputation as one of the world's leading companies in \ 
growth consulting and corporate training. Now well into its fourth decade, Frost & Sullivan has 
won a worldwide reputation for publishing high-quality growth consulting and training studies in : 
more than 20 major industries. 

Through the 1960s, Frost & Sullivan pioneered market consulting, monitoring new technologies, ' 

tracking changes in distribution channels, forecasting market trends, and performing strategic f~ 
analysis of competitors. Frost & Sullivan was always at the forefront - just as new markets and ; 
technologies appeared - with up-to-date research on potential markets. Frost & Sullivan was the 
first company to offer its services on electronic tape media, delivering world military equipment 
market data in 1962. 

(n the 1970s, Frost & Sullivan established a European headquarters in London and developed the 
Irst pan-European growth consulting reports. The company founded Its Corporate Training 
%, ~<pn in 1972. Today it is one of Europe's premier corporate training centers. The training 
>s on. corporate management, leadership skills, sales and marketing, data communications, 
information technology. 

: rost & Sullivan's Executive Summits division was also launched in the 1970s. Frost & Sullivan sltema P I Disclaimer | Privacy 

Executive Summits are uniquely designed to integrate -training, research, and strategic growth ® Frost & Su,,,van 

:onsulting skills with communication among the players in the industry. The events provide 

;enlor-Jevel management executives with insights into : market opportunities, competitive threats, 

echnical trends, emerging markets, and competitive strategies. Frost & Sullivan continues to 

irovide participants with unique strategic content, competitive benchmarking, industry focus, and 

he opportunity to network with other key industry executives. 

)ur one-of-a-kind Executive Summit format leverages the mass of brainpower of all of our 
•artlclpants. Jam-packed with dynamic networking activities and hands-on content, our programs 
re over 80% interactive. Brainstorm with your peers and validate solutions to your personal 
eeds and challenges through workshops, ThinkTanks, panels, roundtables, and mindshares. 

n the 1980s, Frost & Sullivan developed the "Market Engineering" Consulting system and began 
rorklng directly with clients struggling to address key industry challenges, opportunities, and 
rbblems. The "Market Engineering" system has proven to be very effective in addressing our 
lients' business challenges and has developed Into a strong and thriving Frost & Sullivan 
orisulting business. The Market Engineering Consulting program also drove the development 
fa series of Executive Tutorial manuals, which heip our clients develop their own strategies 
nd solutions to their business challenges. 

l the 1990s, client demand supported Frpst & Sullivan's expansion into Asia with research and ' 
insulting offices in Singapore, China, India, and Japan. The continuing economic growth and 
otential of these markets will not be overlooked by Frost & Sullivan or its clients. 

*ost Sullivan also developed several worldwide "Customer Engineering Centers" in the early 
9?0s to fulfill our clients' requests for more customer surveys and analysis on new product 
^^hes and product. development ideas, these centers have world-class survey instrument- 

^pment and analysis skills as well as covering virtually every language in the world. 'They 
c, ./major role in helping our clients become more "customer-focused". 
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rost & Sullivan - Company Information 

The year 1998 witnessed the successful launch of a new division called Stratecast Partners. 
This division delivers actionable, conclusive and Insightful strategic analysis utilized by 
telecommunications industry senior executives in making critical business strategy, technology 
~*tegy and tactical strategy decisions. Stratecast Partners offers a three part solution made up 
ccess to Its strategy staff; Access to the "fruits" of its sustaining research and analysis 
p._wdce; and, Access to its incomparable strategic assessments of communications companies and 
technology sectors. Please visit www.stratecast.com for more information on the division. 

The Decision Support Database service (DSD) was developed in 2000 to provide clients with 
baseline market measurements standardized and unified by country and by year. These have 
become an indispensable tool for client's business planning and forecasting projects. 

In 2001 Frost & Sullivan successfully launched the Country Industry Forecast (CIF) service 
which provides economic analysis and forecasting . by industry rather than by country. Also, 
launched in 2001 was a program of comprehensive industry newsletters provided to our clients to 
keep them abreast of market trends and news. Market Insights are written by our global 
analyst and consulting team to provide value to each issue. 

In March 2001, Frost & Sullivan acquired Technical Insights (TI) adding a superior technology 
research capability to its suite of services. Technical Insights offers several technology 
subscription services as well as high-end technology analysis reports. TTs mission is to provide 
intelligence to executives and technology managers worldwide on technical developments that 
seem poised for the fastest growth. 

Expanding on Frost ^Sullivan's success of our popular Analyst Briefings and Executive 
Summits, Frost & Sullivan's eBroadcast Division delivers, cutting -edge business strategies and 
solutions to its executive clients through interactive forums on the Internet. By combining the 
immediacy of the Web. with the impact of streaming audio and video, Frost & Sullivan's 
eBroadcasts are one-hour topic- specific seminars packed with the information and insights needed 
to address real-world business needs. 

2002 was a big vision year for Frost & Sullivan as we completely restructured and focused our 
client value proposition and vision based on growth and partnership with our clients. In this year 
we developed our Growth Partnership Services which describes our new integrated service 
*Qj)roach to our client relationships and our new Growth Consulting Model and methodologies. 

)4 we expanded our global coverage into Asia and Latin America with new offices in Brazil, 
Mfc^ico, Japan and Korea. 

For 2005 and beyond the future looks bright for Frost & Sullivan and its client partners. 


@ BACK TO TOP 
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rhe research and consulting services of Frost & Sullivar - tailored to specific business needs 

FROST & SULLIVAN 

: ^STHOMS I YOUR HOME I YOUR ACCOUNT I OUR SBWICES I ABOUT US 

IRN TO: Home 

Our Services 

On the research side of our business we engage with customers on a 
number of different levels. Customers can buy growth consulting to 
create strategic programs, market consulting for tailored research, 
annual interactive subscriptions services, or individual research 
.services. We also have a Training division offering tailored 
development solutions as well as public courses, and we run a series 
of international Events and Conferences. View Brochure 


IN THIS SECTION 

Q What's New 

Our latest Events, Training Courses and 
Research. 

© Growth Partnership Services 
Growth Strategy Consulting - Frost & 
Sullivan: Create value through innovative 
growth strategies. 


©Training 

= Our mission is to enable world-class 
. companies to increase productivity and 
^rformance through their people. 



© Technical Insights ©Stratecast Partners 

Technical Insights: Frost & Sullivan provides Competitive Strategy: Stratecast Partners 


clients with real-time technology 
. intelligence. 

©i&est Practices 

Frost & Sullivan Best Practices recognizes 
outstanding Industry achievements by 
presenting Frost & Sullivan Awards to top 
companies in regional and global markets 

© Country Industry Forecasts 

Country Industry Forecasts: Dynamic global 
business environment, knowledge of 
country-specific factors for business. 

©Business and Financial Services 
Frost & Sullivan's Business and Financial 
Services group serves clients around the 
. .. world In all aspects of financial analysis, 
. market research and monitoring, due 
diligence, idea generation, opportunity 
analysis, investment valuation, and other 
proprietary research 


provides actionable, conclusive coverage of 
the telecommunications industry. 

© Customer Research 

Customer Engineering Services (CES) are 
designed to Improve your company's 
customer focus and drive sales. 

© Decision Support Database 

Decision Support Database: Frost & 
Sullivan's specialized business line portal 
research. 
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SIGN -IN | REGISTER | SIGN -OUT 
CONTACT US I SITEMAP I HELP 


QUICK SEARCH 



GO 


ADVANCED SEARCH 

Browse or search our research 
by market, technology, region 
or keywords 

S3 GO 


© Our Research 

Research Services: Frost &. Sullivan market 
analysis and qualitative research. 

© Consulting 

Frost & Sullivan's growth consulting program 
is a focused approach to market intelligence 
for your own business. Our growth 
consulting services are designed to help you 
successfully address the business challenges 
and growth opportunities you face. 

© Events 

In 2002, Frost & Sullivan unveiled to its 
executive clients a new concept for high- 
level, strategic learning and sharing of peer 
experiences. 


HELP DESK 

For general assistance and 
enquiries: 

US/Asia Pac: 877 463-7678 
EMEA: +44 (0)20 7343 8383 


DISCOVER MOW-VVB.CA. 
HELP YOUR BUSINESS - .„ 


Discover how we can help 
your business 

© GO 


Sitemap | Disclaimer | Privacy 
© Frost & Sullivan 


JkLINK TO OUR GROWTH PARTNERSHIP SERVICES:^pS^^^P^^ 
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